
Rolling Out Your Business
 

A SCORE mentor friend of mine called me last night and shared that he had a client that 
had a very unique idea for a very unique market, but she needed help in “rolling it out” 
to her potential market.  We visited about this for a while and then I decided to write 
about the topic for this week’s column because it is a very common and important 
consideration for a new business.

 

Lyle, my SCORE mentor colleague had already discussed that the first step to marketing
your business is creating your brand. What is a brand? Simply put, it’s the image of your
business—what people think of when they hear your business’s name. Your brand 
identity is crucial because all of your marketing activities will work to promote and 
enhance your brand, building brand recognition.

 

To create your brand, begin by thinking about what you want your business to be known
for. Do you want to be the low-price leader? The premium luxury product? The 
company with the fastest service? The company with the friendliest employees? I 
suggest you spend some time thinking about this for your new business.

 

I suggest to my clients that they do a little exercise and fill out what I call a “Product and
Service Description Worksheet”.  I ask them to list anything that makes your products or
services stand out from the competition, including: 

ü Special benefits (How your product/service fills a need or solves a problem)

ü Unique features (Physical attributes of the product/service)

ü Limits and liabilities (What kinds of guarantees or return policies do you offer?)

ü Production and delivery methods (One-day delivery? Hand-made products?)

ü Suppliers (Are you an authorized reseller of a well-known brand?)

ü Intellectual property, special permits (Is your product/service one-of-a-kind?)

After the client has completed the exercise, then it is time to develop your marketing 
message.  Completing the Product and Service Description Worksheet will help you in 
crafting your marketing message. Your marketing message sums up all the elements of 
your brand in one paragraph. 

 



Here is a sample marketing message for a fictional business: “Ann’s Nursery (business) 
offers to discerning growers and gardeners (target markets) high-quality ornamental 
trees, shrubs and vines (products) backed by well-known horticulturalist Dr. Ann 
Murphy; a ‘guarantee to grow’; and extended plant care documentation (unique 
features).”  It is important to craft your marketing message well, because it will be used 
in almost every form of communication to potential customers.

 

The last step in “rolling out your business” is to plan your marketing strategies. By now 
you have identified your target market hopefully using some sound market research.  
You have defined your product/service and the message you will use to communicate to 
your target market how these services/products will be different from your competition 
and what problem or issue will be solved for your customers.  

 

Now you are down to deciding the communication methods that you will use to get to 
your target market. Common marketing methods include: 

Ø Advertising: radio, TV, newspaper, magazine, direct mail, Yellow Pages, online

Ø Public relations (print, radio, TV, blogs)

Ø Collateral (print marketing materials such as business cards, brochures, stationery, 
flyers)

Ø Internet (websites, email, search engine marketing, social media marketing, content 
marketing)

Ø Product samples, special offers

Ø Presentation material, signage In the same way your business plan explains your 
business idea, strategy and operations, your marketing plan lays out your 
marketing message and how you plan to communicate it. 
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